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By the time you receive 
this issue of Selling Elec- 
tricity it will be almost 
time to pack your grip for 


the N.E.L.A. Convention 
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@Do you want to get hold of a 
line of portable lamps that will 
really sell? That will be within 
the reach of your customers ? 
@ We call your attention to the 
lamp illustrated above. A num- 
ber of Central Stations are selling 
this portable for $10. There’s 
a small profit for you even at 
that price. The lamp, however, 
will sell readily for $12 or $14. 
@You want our catalogue. It 
will show you a wide assort- 
ment of handsome art portables 
that your customers can aftord 
to buy. Our lamps and our 


prices will interest you. 











Th 
Goodwin 


& Kintz 


Company 
WINSTED, CONN. 


Station 1 

















Prejudice or 
Ignorance 


These are the only excuses any cen- 
tral station man can give for not 
adopting 


American 


‘* Steel Clad ’’ Irons 


for his 1908 Heating Campaign. The 
‘*Steel Clad’’ is practically perfect. It 
heats evenly and quickly; it will stand 
an unreasonable amount of abuse; it 
will not burn out except under mali- 
cious ill-treatment, and when burn- 
outs occur it is but the work of a 
minute to replace the heating element. 
These are not claims, but facts. Can 
you afford to disregard them ? 


Your 1908 Campaign 


is an assumed success if you use an 
iron that_satishes (that’s the *’ Steel 
Clad’’) and plan your campaign care- 
fully. Let us help. We are the oldest 
exclusive manufacturers of Electric 
Heating Appliances. We offer you 
the benefit of our years of experience. 

Two minutes time and a two-cent 
stamp is all it costs you to learn all 
we know. 











Write To-day 
American Electrical 
Heater Company 


Detroit, Michigan 
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This is a 


HOLOPHANE LUXOLIER 


For Tungsten Lamps 


A moderate-priced, attractive unit for general use. Gives the 
best possible distribution of light and the greatest possible illuminat- 
ing efficiency. 


Send for prices and data. Ask for Bulletin 8. 


HOLOPHANE COMPANY 


(Sales Dept.) 
227-229 Fulton St., New York City 
Boston Philadelphia Chicago San Francisco 
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In writing to advertisers, mention ‘‘Selling Electricity.’’ 
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Will You Permit a Single Dollar 
To Bar Your Progress? 





























Is not your future worth 100 cents? 

For ONE lonely DOLLAR, you can travel a whole year the Pathway to Pros- 
perity; you can study the secrets of success—the vital reasons why certain central 
station commercial men are prosperous. You can have their advice on how to obtain 
the same results they are now getting. 

Can you not profit by their experience? 

Twelve times each year there appear in this magazine new but tried ideas about 
selling electricity. Let this chronicle of Electrical Success stimulate your progress. 
Get the kernels of new thought here and enlarge upon them yourself. There may 
be just the right idea for you in this issue—read it through carefully; or perhaps the 
idea you want was in last month’s, or will be in the next. Don’t take a chance of 
losing something important to your success and the success of your company because 
a single dollar must be passed. Pass in your dollar now—TODAY—and get you 
aid to success—SELLING ELECTRICITY. Sign the blank below. 





CONTINUOUS SUBSCRIPTION ORDER 


FRANK B. RAE, Jr., 190 
74 Cortlandt Street, 
New York City. 
Dear Sir:—Enclosed find $1.00 for which please send me SELLING ELECTRICITY 
for one year and thereafter untit t cancet this order. 





Name 
Address 
Company_____ 
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PRESIDENT DUDLEY FARRAND, N. E. L. A. 
From a snap-shot taken at the Washington Convention on the day 


of his election 
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Your Convention, Mr. Commercial fare 


The Thirty-First Convention of the N. E. L. A. Particularly 
Interesting to the Business Getter 


O Convention of the N. E. L. 

A. has ever aroused so much 

interest among the commer- 
cial men of the lighting industry: 
none has appealed so broadly and 
personally to the man who closes 
the contracts. A year ago, “New 
Business Day” was an experiment. 
This year the Commercial Sessions 
will have the same standing as those 
devoted to technical subjects or 
public policy. 

The program has already been 
published broadcast in the electrical 
press. But only recently have the 
last details been decided and _ the 
names of those who will take active 
part in the program announced. 


Louis A. FERGUSON. 
Commonwealth Edison Co., Chicago 
The Relationship Between the Engineering 
and Commercial Departments. 


Whatever cause for friction be- 
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tween these  equalty essential 


branches of the lighting company 
may have existed, is removed. The 
technical man is appreciated at his 
true worth. The commercial man 
has justified himself. The two must 
work together if each is to attain 
full success. 

Mr. Ferguson's paper will show 
plainly the relationship which should 
—which must—exist, and his wide 
experience and deep insight into the 
needs and opportunities of both de- 
partments particularly fits him to 


give an authoritative expression. 


H. J. Gite. 


Minneapolis General Electric Co., Minneapolis 
Preparation for a Campaign. 

The secret of any success lies in 
preparation. Nine-tenths of the fail- 
ures of Central Station Commercial 
Departments—for there have been 
failures—have been due to lack 
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adequate preparation, to snap-shot 
action. 

Mr. Gille will point out, not alone 
the necessity for careful planning, 
but will show just how a successful 


new business campaign is undertak- 











H. J. Gille 


en. And this exposition will not 
cover simply his own experience, in 
his own city, but will embrace the 
experience of some twenty assist- 
ants located in cities of all classes, 
East and West, including such men 
as :— 


Douglas Burnet, Consolidated Gas & Elec. 
Co., Baltimore, Md. 














Ludwig Kemper 


W. B. Johnson, 
Rockford, Ill. 
John T. Brady, Denver Gas & Electric Co., 
Denver, Col. 

W. C. Anderson, Canton Electric Co., Can- 
ton, Ohio. 

Leon Scherck, Ford Bacon & Davis, New 
York. 

E. J. Allegeart, Public Service Corp., New- 
ark, N. J. 

Ludwig Kemper, Albert Lea Light & Pow- 
er Co., Albert Lea, Minn. 

S. D. Burroughs, Connecticut 
Waterbury, Conn. 

H. W. Moses, Boston Edison Co.,; 
Mass. 

W. J. Grambs, Seattle Electric Co., Seattle, 
Wash. 


Rockford Co; 


Edison 


Rys. Co., 


3oston, 


V. A. HENDERSON. 


Merchants’ Power Co., Memphis, Tenn. 
The Contract Agent and the Representative. 
This subject reaches every live 
commercial man, for no matter what 





V. A. Henderson 


position such a man holds he is al- 
ways his Company’s representative. 

Mr. Henderson’s paper treats not 
only of the representative’s duézes, but 
hopefully of his posstbzlities. The 
representative is too often referred 
to as a_ solicitor’’ in the same tone as 
one refers to a book agent or a ped- 
dler. It is the belief of Mr. Hen- 
derson and his assistants that no 
man has greater opportunities to 
display salesmanship and engineer- 
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ing ability of a high order than the 
central station representative. What 
the opportunities are will be the 
subject of this paper. 

Mr. Henderson is assisted by a 
number of managers and contract 
agents well qualified to speak from 
experience :— 

E. W. Lloyd, Commonwealth Edison Co., 

Chicago, IIl. 


R. S. Hale, Boston Edison Co., Boston, 
Mass. 





Geo. B. Johnson 


Chas. E. White, Union Gas & Electric Co., 
Cincinnati, O. 

F. M. Tait, The Dayton Lighting Co., Day- 
ton, Ohio. 

A. W. Houston, San Antonio Electric Co., 
San Antonio, Texas. 

M. C. Hull, Columbus Ry. & Lt. Co., Co- 
lumbus, Ohio. 

John Learned, North Shore Electric Co., 
Evanston, Ill. 

J. E. Hunnewell, Lowell Electric Corp., 
Lowell, Mass. 

Geo. B. Johnson, Commonwealth Edison 
Co., Chicago, II. 

W. R. Putnam, Red Wing Lt. & Pr. Co, 
Red Wing, Minn. 


L. D. MatHEs. 


Union Electric Co., Dubuque, Ia. 
The Display Room. 

Display rooms have come in for 
considerable comment during the 
past two years. Everybody advo- 
cates them. Yet not one display 


room in twenty is worth the time 
spent in sweeping it. 

Why? 

Perhaps Mr. Mathes will tell. At 








L. D. Mathes 


any rate he will have some interest- 
ing and instructive comment to 
make on how not to run a display 
room as well as valuable suggestion 
on how to. Mr. Mathes is not given 
to voicing platitudes. He is not in 
the habit of restricting himself to 
expressions which will find univer- 
sal favor. The paper on Display 
Room will not lack originality, 
thought and cold common sense, es- 





S. M. Kennedy 














(ea 


mete fav 
ss 











—— 


SE pad 


104 Selling Electricity 





April 1908 





pecially as, in its preparation, Mr. 
Mathes will have the assistance of 
the following well-qualified collab- 
orators -— 


S. M. Kennedy, Edison Electric Co., Los 
Angeles, Cal. 

La Rue Vredenburgh, Boston Edison Co., 
Boston, Mass. 

EF. R. Davenport, Narragansett Elec. Co., 
Providence, R. I. 

W. Graham Claytor, Roanoke Ry. & Elec. 
Co., Roanoke, Va. 

R. E. Brown, Geneva-Seneca Electric Co., 
Geneva, N. Y. 

George Williams, New York City. 

R. R. Choate. Massilon Ohio Electric Co., 
Massilon, O. 

\. J. Campbell, New London Gas & Elec. 
Co., New London, Ct. 

E. R. Roberts, Pensacola Electric Co., Pen- 
sacola, Fla. 

Howard K. Mohr, Philadelphia Flectric 
Co., Philadelphia, Pa. 


Cuas. A. PARKER. 
Curtis Advertising Co., Detroit, Mich. 


Advertising. 
Advertising—what is being done 
—why—results. Those are the top- 











C. A. Parker 


ics which Mr. Parker will discuss. 
We hear a good deal about adver- 
tising but there is a dearth of exact 
facts regarding results. And it is 
Mr. Park- 
er is one of the best-known central 


the results which count. 


station advertisers. He is not a cen- 


tral station man with a smattering 
of advertising, but an advertising 
man who has learned to apply his 
art to the electric light industry. 
Mr. Parker’s paper, however, will 





Cyril Nast 


go outside his own experience. The 

work and its results in a dozen or 

more cities will be treated. Among 

those who were suggested as assist- 

ants on this paper are :— 

H. H. Wissing, Union Electric Lt. & Pr. 
Co., St. Louis, Mo. 

Cyril Nast, New York Edison Co., New 
York City. 

M. S. Seelman, Jr., 
Brooklyn, N. Y. d ; 

D. W. Howard, Chicago Edison Co., Chi- 
cago, Ill. 

Converse D. Marsh, New York City. 

W. B. McJunkin, Chicago, III. 

Duncan T. Campbell, Scranton Electric 
Co., Scranton, Pa. 

Arthur Mackie, Peoria Gas & Electric Co., 
Peoria, Ill. 


3rooklyn Edison Co., 


Percy INGALLS. 


Public Service Corporation of New Jersey. 
Publicity. 

Is there a more vital subject to 
the business-getter than this? Pub- 
licity is “expressed public opinion.” 
Unfavorable publicity has gone far 
enough: the day has arrived when 
proper means must be used to cre- 
ate favorable public sentiment. 

Mr. Ingalls will tell of a few cases 
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been obtained and he shows in 




















Percy Ingalls 


Wwe rk. 




















Glenn Marston 
will assist in this paper :— 
G. W. Harris, New York City. 


H. W. Hillman, Grand Rapids & Muske- 


gon Pr. Co., Grand Rapids, Mich. 
Glenn Marston, New York City. 
George Williams, New York City. 


where publicity of the right sort has 


way that leaves no room for doubt, 


the extraordinary value of such 


A number of the men thoroughly 
conversant with publicity problems 


Lawrence Jones, Cons. Gas & Electric Co., 
Baltimore, Md. 

H. J. Chambers, Montgomery Light & 
Power Co., Montgomery. 

5. H. Smith, Marion Lt. & Htg. Co., 
Marion, Ind. 

F. H. Golding, Rockford Edison Co., Rock- 





. W.B Johnson 


ford, II] 

Ivv L. Lee, Pennsylvania R. R. Co., Phila- 
delphia, Pa. 

Frank B. Rae, Jr.. New York City. 


GEORCE WILLIAMS. 
Henry IL.. Doherty and Co., New York City 


FRANK B. Rae, Jr. 


Selling Electricity, New York City. 
Creating Demand for Electricity. 
Mr. Williams and Mr. Rae will 
collaborate upon this important pa- 











George Williams 
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per, the object of which will be to 
point out the wide field, not for 
more business, but for zew business. 

The paper will be accompanied 
by a number of lantern slides, shown 














Frank B. Rae, Jr. 


by Mr. Williams, which will give 
graphic point to the arguments ad- 
vanced. 

Comparatively little consideration 
has been given heretofore to this 
branch of business building and the 
unique and highly interesting exam- 
ples which are contributed by the 











H. Askin 


assistant editors, will attract much 
attention. The assistants are: 





L. H. Bean, Whatcom County Ry. & Lt. 
Co., Bellingham, Wash. 

J. H. Forbush, Shenango Valley Electric 
Lt. Co., Sharon, Pa. 

Albert Christensen, Minneapolis General 
Electric Co., Minneapolis, Minn. 

Frank B. Carter, Edison Electric Illg. Co., 
Boston, Mass. 

Roger Williams, Simplex Electric Heating 
Co., New York. 

Geo. B. Spencer, Lord & Thomas, Chicago, 
Ill. 

George Ethridge, The Geo. Ethridge Co., 


New: York City. 


Geo. B. Tipp 


Scranton Electric Co., Scranton, Pa. 
Evolution of New Business Building. 
Did the panic scare you? Did you 

quit? 
Mr. Tidd will have something to 
savy to the man who laid down in 





Geo. B. Tidd 


the face of the crisis—as well as 
something for the man who didn’t. 
This paper will show what oppor- 
tunities exist for increasing present 
business and business along present 
lines. It will show that the central 
station business getter who is ag- 
gressive yet conservative, who is 
eager yet careful, can keep the busi- 
ness and can add to it even during 
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a panic by the exercise of those pri- 
mary virtues of salesmanship—en- 
thusiasm, optimism and courage. 
Associated with Mr. Tidd will 
be a number of particularly cap- 
able men—men who went through 
the panic without losing a dollar of 
net profit. Those who are just 
emerging from the cyclone cellar 
will learn something to their advan- 
tage when this paper is read. The 
assistants are :— 
T. J. Huntington, Topeka Edison Co., To- 
peka, Kan. 
J. Sheldon Cartwright, Knoxville Ry. & 
Lt. Co., Knoxville, Tenn. 


Duncan T. Campbell, Scranton Electric Co., 
Scranton, Pa. 





Duncan T. Campbell 


S. Osborn, Seattle Electric Co., Seattle, 
Wash. 

W. M. Lewis, Rockville Gas & Electric Co., 
Rockille, Ct. 

Harold Almert, Wichita Gas, Electric Lt. 
& Pr. Co., Wichita, Kan. 

W. B. Woolfolk, Sanderson & Porter, New 
York. 

H. C. Porter, Lincoln Gas & Electric Co., 
Lincoln, Neb. 

D. N. Warwick, San Antonio Gas & Elec. 
Co., San Antonio, Texas. 

R. T. Hollingsworth, Marion Lt. & Ht. Co., 
Marion, Ind. 


JosepH F. BECKER. 
Brooklyn Edison Co., Brooklyn, N. Y. 
The Electrical Contractor. 


The electrical contractor is a 


thorn in the side of many a central 
station manager, but does he want 
to be a thorn? And whose fault is 
it?) And why? 


Mr. Becker believes, and has prov- 














W. C. Anderson 


en, that there is profit in co-operat- 
ing with the electrical contractor. 
The contractor can be and wants to 
be of Sometimes he 
doesn’t know how: sometimes he 


isn’t permitted to: sometimes 


assistance. 


and 
this is probably the main cause of 
trouble—both the contractor and 
the lighting company each want too 
much. 

Get together. That is Mr. Beck- 
er’s advice, and he shows plenty of 





reasons and quotes plenty of exam- 

ples to prove the wisdom of this at- 

titude. The assistants on this paper 

are men who can back up Mr. Beck- 

er’s views :— 

James R. Strong, National Elec. Contrac- 
tors’ Assn., New York. 
John Montgomery, Jr., Utah Light & Rail- 
way Co., Salt Lake City, Utah. 
R. E. Brown, Geneva-Seneca Elec. Co., 
Geneva, New York. 

W. W. Cole, Elmira Water & Light Co., 
Elmira, New York. 

F. H. Golding, Rockford Edison Co., Rock- 
ford, IIl. 

Geo. N. Tidd, Scranton Electric Co:, Scran- 
ton, Pa. 
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E. B. Greene, Edison Ilg. Co., Altoona, Pa. 

B. C. Adams, Lincoln Gas & Electric Co., 
Lincoln, Neb. 

H. W. Hilman, Grand Rapids & Muskegon 
Pr. Co., Grand Rapids, Mich. 


J. Ropert Crouse. 


Secretary Co-operative Electrical DevelopmentAssn. 
Co-operative Commercialism. 

Every commercial man in the 

country knows what co-operation 





J. Robert Crouse 


means. Not much has been said re- 
cently of the movement which Mr. 
Crouse has worked so hard to ad- 
vance, but it is not dead. The co- 
operative idea is one which must 
win. Mr. Crouse will tell where the 
movement stands today. 


V. R. LANSINGH. 


Secretary Illuminating Engineering Society. 
Illuminating Engineering as a Commercial 
Factor. 

This will be a thoroughly practi- 
cal paper on the commercial value 
of Illuminating Engineering. Sum- 
med up, commercial illuminating en- 
gineering means giving the lighting 
company’s customers efficient, sat- 
isfactory and economical lighting 
installations. 


Mr. Lansingh will dwell upon the 
practical value of this science and 
will show how the solicitor with no 
technical education, may fit himself 
to solve the more ordinary problems 
of lighting to the satisfaction of cus- 
tomer and the profit of his company. 

A number of managers of lighting 
companies who have had successful 
experiences in this work will as- 
sist :— 

Richard E. Brown, Geneva-Seneca Electric 

Co., Geneva, N. Y. 

Jos. D. Isreal, Philadelphia Electric Co., 

Philadelphia, Pa. 


R. S. Hale, Boston Edison Co., Boston, 
Mass. 


F. M. Tait, Dayton Lighting Co., Dayton, 
Ohio. 

Lawrence Jones, Consolidated Lighting 
Company, Baltimore, Md. 

A. J. Campbell, New London Gas & Elec- 
tric Co., New London, Conn. 

E. E. Larrabee, Bennington Electric Light 
Co., Bennington, Vt. 

J. E. Davidson, Montpelier Electric Co., 
Montpelier, Vt. 

F. H. Golding, Rockford Electric Co., 
Rockford, III. 

Frank B. Rae, Jr.. New York City. 


Award of Hand-Book Prise. 
Report of Committee on Solicitor’s Hand-Book. 
Mr. JoHN Gitcurist. Mr. Percy INGALLS. 


Mr. GrorGE WILLIAMS. 


The Co-operative Electrical De- 
velopment Association almost two 
years ago offered prizes aggregating 
$2600.00 for Solicitors Hand-Books. 
These prizes were to have been 
awarded last year but owing to the 
fact that many competitors desired 
more time to prepare their offerings, 
the decision was postponed. 


Awards will be made this year, 


however, by the above Committee, 
and while no hint of their decision 
has been given, we are assured of 
some extremely excellent papers. 










































Informal Talks on the Big ‘‘Little Things’’ that Daily Perplex the Central Station Manager 
g g } Pp § 


A Misuse of the Kilowatt Hour 


By PauL 


LUPKE 


ASSISTANT GENERAL SUPERINTENDENT, PuBLIC SERVICE CORPORATION 
TRENTON, NEW JERSEY 


OW, and for six months 

past, cost sheets have been 

scrutinized with more care 
and anxiety than ever before. ‘The 
analysis of the figures presented has 
been closer and more intelligent 
than previously. Much has been 
learned and lasting benefit will be 
the result. 

The desirability of securing some 
solid and equitable basis for com- 
parison has led to the practice of 
using the kilowatt hour, produced 
or sold, as a unit, and perhaps no 
better can be found for the purpose. 
In getting a line of production costs 
it is comparatively easy to account 
for the different factors entering in- 
to the calculation and to make the 
proper allowances necessitated by 
differences in apparatus in various 
stations, and the influence of the 
load-factor, so that praise or blame 
for the men in charge may be just- 
ly placed. 


But the indiscriminate use of the 
cost per kilowatt hour sold for the 
purpose of comparing distribution 
figures requires a most careful study 
of local conditions. When you in- 
sist upon multiplying a horse by 
night you get a night-mare, and 
when you divide the total distribu- 
tion cost by the kilowatt hours sold 
and attempt to use the quotient, un- 
conditionally, for comparison and 
deduction, you are likely to get the 
same. When you give a man a kick 
because his distribution cost per 
kilowatt hour sold is twice as high 
as some other man’s, you are in dan- 
ger of landing it on the wrong base. 
Kilowatt hours sold do not rot p les 
nor does the burden of them break 
down lines. 

Let us suppose two stations, hav- 
ing the same kilowatt capacity in 
connected load. The commercial 
department of the first, by means of 


a rational differential rate system 
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that favors even the smallest long 
hour consumer; through a liberal flat 
rate for sign, outline and window 
lighting and all the other nostrums 
and kinks known to and practiced 
by the initiated, succeeds in selling 
twice the kilowatt hours disposed 
of by the second station, where 
straight meter rate politely invites 
the most profitable consumers to go 
to grass (or, dropping slang—to 
gas); then, if the distribution de- 
partments of both companies spend 
the same amount of money, the 
costs per kilowatt hour sold will be 
as 1 to 2. Still if one is right, the 
other is right—and no censure is 
due in either case. 

Now let us suppose further, that 
the company with the diligent com- 
mercial department manages to do 
its work in a territory requiring but 
half the amount of the line con- 
struction of the other. Then its dis- 
tribution cost per kilowatt hour 
should be one-quarter of that of the 
other company—when both are at 
par. 

What is the use, therefore, of get- 
ting the distribution department in- 
to a corner by itself and hammer- 
ing it on its cost per kilowatt hour 
sold, a figure it alone cannot control. 

When the wagon is mired you 
cannot get it out by whipping up 
one horse. The reins must be in the 
hands of a man who can see to it 
that the team works in unison. And 
you cannot gather up the reins 
merely by juggling figures in your 
sanctum nor by racing along the 
lines in an automobile at a rate that 
makes poles look like pickets of a 
fence. It takes a most conservative 
method in the former and a greatly 


reduced speed in the latter, togeth- 
er with a very liberal co-admixture 
of common sense and good judg- 
ment, to accomplish something ra- 
tional. 

A free-for-all race is of little in- 
terest and small practical value: an 
intelligent handicapper is essential. 
Distribution costs per kilowatt hour 
sold must be multiplied by a con- 
stant worked out with exceeding 
care, else they will prove worse 
than useless. 





Hard Time Troubles 


WO managers in charge of 
local companies belonging to 
one of the large modern com- 

binations were returning, each to 
his own particular neck of the 
woods, after attending a syndicate 
meeting where the big stick had 
been wielded artistically and with 
vigor. And one was jolly and the 
other was glum. 

The first, under high-pressure 
superheated demands for economy 
had been able to make quite a sav- 
ing over his previous records and 
the other had not. Their roads ran 
together a way and the jolly one 
said to his fellow: 

“Well, brother, how do you feel 
about it, anyhow?” 

“T believe,” answered the glum 
one, “I can express my feelings best 
by means of a parable. Let me tell 
you— 


“Once two pretty sick chaps were 
lving on neighboring cots in the 
hospital. To keep up their courage 
they were swapping tales, and it 
came out that one had been the 
real good kind always—never drank, 
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chewed or smoked, you know— _ voice he could muster up:— 
while the other one had been doing ““Well, you poor, forlorn devil, 


all these things pretty liberally. you certainly are in a bad fix. There 
Then they relapsed into the silence isn’t a single thing you can swear 
of thought, but presently the bad _ off to help you get better.’ ”’ 

one turned around to the good one The parable is old, but the appli- 
and said in the most sympathetic cation was apt. 





Business in Bellingham 


Little City in the Northwest Has a Record to Be Proud Of 


By A. E. O’Connor 
ContTrRAct AGENT WuHaAtTCcOM County Rat_way & Licut COMPANY 


Bellingham, Washington, a city of paying one-half the cost was 
of 35,000 people, which is located on adopted, the hanging, lamps and con- 
the shores of Bellingham Bay inthe necting being furnished free under 
extreme northwestern part of this two year contracts. Among the signs 
big United States, enjoys the distinc- installed are several roof signs, three 
tion of being the leading city of the of which are 40 ft. long, 9 ft. high 
world for electric signs and general with 6 ft. letters and one 24 ft. long, 
illumination. 30 ft. high with 5 ft. letters and a 

When the present management snake-chasing effect around the bor- 
took charge of the Whatcom Coun-_ der. 
ty Railway & Light Company a lit- The “across the street” signs are 
tle over two years ago, there were specially constructed, individual 
in use in Bellingham one sign of block letters substantially hung on 
four letters on meter and one of six cables and have a very imposing ap- 
letters on flat rate. Quite natural- pearance. 
ly it was felt that new business pos- Having installed about as many 
sibilities had been neglected, partic- signs as possible for the size of the 
ularly in the line of electric signs. town, a campaign was started for 

In the spring of 1906 a vigorous _ the installation of festoons along the 
campaign was begun and today _ street for street lighting and the out- 
there are 85 electric signs: 





an av- line illumination of buildings. This 
erage of a sign every eight days for plan met with great and instant suc- 
two years—1 to every 412 inhabi- cess. The Company has already in- 
tants. These are all trough or out- stalled 9400 four candlepower lamps 

line letters, transparencies not being on this service and it is still coming. 
included in the above record. All this lighting is on a flat rate, 

In order to induce the installation burning from dusk to midnight. 
of these signs the very liberal policy This business was all obtained 
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Helly St. At Night 


Bellingham Wn 





Bellingham’s ‘Great White Way” 


through the efforts of the manager 
and two solicitors and, considering 
the fact that the solicitors were new 
to the business, it makes a very 
creditable showing for them. 

In addition to the sign and out- 
lining business, the sale of electric 
flatirons was pushed vigorously last 
summer and in four months 320 of 
the 500 left with customers on trial 
were sold, or 64 per cent. This year 
one of the evening newspapers is 
using the iron as a_ subscription 
premium and so far has disposed of 
230, which are furnished them at 


cost by the company. Six hundred 


irons in a little city of 35,000—an 
iron to every 58 inhabitants—looks 
like a promising start. 

Business still continues good, not- 
withstanding the fact that things in 
general are not as good as they 
might be, and January Ist, 1909, is 
expected to show an increase in 
business of 150 per cent over the 
corresponding month two years ago, 
which does not show so_ badly 
for a western town that, in the eyes 
of the unsophisticated Eastern man 
is a village comprised of cowboys, 


Indians, miners and tenderfeet. 























Practical Talks on Light and Illumination 


The First of a Series of Common.Sense Lessons in Illuminating Engineering 
For the Central Station Solicitor 


By V. R. 


LANSINGH 


SECRETARY ILLUMINATING ENGINEERING SOCIETY 


me de ate Ee 
lighting, un- 

til within the 

past few years, did 
not call for any 
great amount of 
knowledge in order 
to use it to the best 
advantage, inasmuch 
as practically only 
the arc andthe 
standard carbon in- 
candescent lamps 
were available and 
the science of re-di- 
recting the light of 
these units in useful 
directions had been 
but little developed. ‘Today these 
conditions are changed. So many 
kinds of illuminants and so many 
different reflectors, globes and 
shades to diffuse and re-direct light 
in different directions are now avail- 
able that it is absolutely essential 
*EpitoRIAL Note—Mr. Lansingh’s next article will 
show how to apply the definitions and principles 
here given to concrete examples. Later in the se 
ries he will take up various branches of practical 
commercial Illuminating Engineering—store light 
ing, the lighting of halls, auditoriums, ete.—and 
will cover each branch in such manner as to en 
able the careful reader to utilize in his daily work 
the suggestions offered. It is to be remembered, 
however, that no real knowledge can be acquired 
unless the basic principles are understood. So- 
licitors ambitious to become proficient in laying 
out lighting installations that shall combine econ- 
omy with ample illumination, that shall give sat- 
isfaction to their customers as well as profit to 
their companies, will study these first two papers 
carefully. While these are written in the simplest, 
most non-technical language, it is Mr. Lansingh’ s 
purpose to render every assistance to anyone in 
terested, and he therefore announces that he will 
be glad to answer any questions on the subject 
which our readers may ask. Address all questions 


to V. R. Lansingh, care Setting Evectricity, New 
York, 





V. R. Lansingh 


that the central station 
manager or his solicit- 
or have more or less 
definite knowledge on 
these subjects. Inas- 
much as the majority 
of indoor lighting is 
done today with in- 
candescent lamps, 
these papers will treat 
mainly of this side of 
the question. 

Practically four dif- 
ferent incandescent 
lamps are available to 
the central station: 
First, standard carbon 
filament lamps burn- 
ing from 3.1 to 4 watts per candle or 
more; second, the Gem lamps, burning 
from 2.5 to 2.8 watts per mean hori- 
zontal candle-power; third, the tanta- 
lum lamp, burning practically 2 watts 
per candle; fourth, the tungsten lamp, 
burning from 1.1 to I.4 watts per 
candle. 

Central station managers today gen- 
erally recognize that ita desirable thing 
to give the customer the best possible 
illumination for the money expend- 
ed, for two very good reasons. The 
first is that if the customer consid- 
ers he is getting satisfactory illum- 
ination for his money, he is not like- 
ly to join the raul of mischief- 
makers who take up with ideas of 
municipal ownership or over-strict 
public regulation to the detriment 
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of the company. The second, and 
perhaps more important reason is 
that if the customer feels that he is 
getting good illumination for the 
money expended he will not only 
use current more freely but also will 
extend its use over longer hours, 
resulting in the raising of the val- 





Fig. 1 ie 


leys of the load curve. Tor these 
reasons it is incumbent upon the 
central station manager, or the com- 
mercial department and _ solicitors, 
to study the subject of illumination 
with much more care and under- 
standing than has been done in the 
past. 

In the vast majority of the cases 
which come under the direct super- 
vision of the central station, it is 
possible for one not’ especially 
schooled to obtain satisfactory re- 
sults, by means of a little study and 
the use of good judgment, although 
in the case of complicated installa- 
tions it will probably be desirable 
to consult a practising Illuminating 
Engineer. These 
papers willendeav- 
or to point out,in (| 





and at the outset it will be desirable 
to explain just what these mean. It 
-s taken for granted that the reader 
understands the common electrical 
terms such as volt, ampere, watt, 
watt-hour, etc., so we will proceed 
at once to the explanation of some 
of the terms used in light and its 
measurement. 

CANDLE-POWER. 

Light is ordinarily measur- 
ed in terms of candle-power. 
When we say that a lamp 
gives 16 candle-power it 
means that the intensity in 
a given direction is practically 16 
times as strong as that of a stand- 
ard candle. 





LAW OF INVERSE SQUARES. 

Light varies inversely as the 
square of the distance. Thus, in 
lig. 1 where A is a standard candle, 
we see that the same number of light 
rays fall on the surfaces B, C and 
D, but inasmuch as C and D are 
relatively four and nine times as 
large as 5, the intensity of light on 
each square will be only one-fourth 
and one-ninth respectively. This law 
of inverse squares is one of the fund- 
amental laws in all light calcula- 
tions. 








simple and _ non- 
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how such satis- 

factory results can be obtained 
by the manager or his _ solicitor, 
and iffustrate these principfes with 
concrete examples. Only a _ few 
technical terms will. be employed 


Fig. 2 
PHOTOMETER. 

Candle-power or intensity of light 
is measured on an instrument called 
a photometer, the principle of which 
is shown in Fig. 2. Here A is a 
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source of light whose candle-power as A. This would measure the horizon- 


is known and B a source of light tal candle-power. To get the can- 


which we wish to measure. S is a dle-power in other directions, the 


screen made of heavy white paper light B could be tipped at different 
with a grease spot in the centre, this angles, although in practice other 
grease spot allowing some of the means are often employed. 


light to shine through. PHOTOM ETRIC CURVE. 


%, % P & Sy Rs The photometric curve is 
44 5 ie 3 er Say? a graphical method of show- 
or . NN ff 2, "il Sy ing the intensity of light 
a. \ \ of) 1S Ba \ given by an illuminant in 
15,6 ~ “SS th, _——\* different directions. Fig. 3 
ak aon —— ie, shows the photometric 
wy i curve of a bare 16 candle- 
15.8{ / AN 78 power oval anchored car- 
KK ae ra L\ \ Hig bon filament lamp. This 
wo Leas Sd ee curve is obtained as follows: 
+ > 2° ~ - % @ The incandescent lamp is 
” Candle Power placed on a photometer, as 

Fig. 3 


explained in the last paragraph, and 

This screen is viewed from both the candle-power measured at dif- 
sides at the same time bv means of ferent angles. Then, from a common 
two mirrors, M and N. placed at center, lines are drawn at these an- 
proper angles. When seen by re- gles and the candle-power in these 
flected light, the grease spot will ap- different directions is laid off to scale 
pear darker than the surrounding 0” such lines. These points are then 


paper because it transmits part of “ts 

the light and therefore does not re- foil \30 

flect it. When seen from eae enoee a 

the opposite side, however, ees ae: a ah ae ie 
the grease spot will be light af 7 = : \In2 
and the rest of the paper a : mt ne ‘. 
dark. In measuring the | // | | a, bh =, '~ 
candle-power of the light B, oi / / a ' % : a a 
the screen is moved back \ ’ j | i a i 
and forth until the grease PN / | / %e 
spot and the rest of the hold bbe ae %, 
paper are equally light; then a. . ee. 

by applying the law of in- Candle power. 

verse squares, we find the Fig. 4 


candle-power of the light B. Thus, joined by a curved line, which is or- 
if the distance from A to S is one dinarily called a photometric curve. 
foot and the distance from B to S_ Such a curve simply shows the in- 
is four feet, the light B would be tensity of light in different direc- 
four squared (4?) or 16times as strong tions. A common error is to mis- 
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take a photometric curve for a dia- 
gram or the guanétity of light: it is 
not quantity, but zzéensity which is 
shown. 

Let us stop for a moment to ob- 
serve how light intensities are va- 
ried by means of reflectors. In Fig. 
3 it will be noted that the candle- 
power is 16 on the horizontal, while 
directly underneath the lamp (i. e., 
at the tip) there is only 6.6 candle- 

P al 

LL, 


Fig, 5 

power; also, that practically one- 
half of the light is above the hori- 
zontal and one-half below. Con- 
trast this curve with that shown in 
Fig. 4, which gives the photometric 
curve of the same lamp equipped 
with a flat opal reflector. It will be 
noted here: First, that only a small 
amount of light is above the hori- 
zontal; second, that the horizontal 
candle-power has been cut down 
from 16 to 14.2; third, that the tip 
candle-power has been increased 
from 6.6 to 18.2, and, fourth, that 
the light has been increased at prac- 
tically all the other angles below 
the horizontal, showing the marked 
increase in useful light obtained by 
employing such a reflector. 
ILLUMINATION. 

Illumination is measured in terms 
of foot-candles. In Fig. 5, if the 
surface A is assumed to be one foot 
away from a standard candle, we 
say that it is illuminated with an in- 
tensity of one foot-candle. If it 
were two feet away, ‘the illumina- 
tion would be one-fourth foot-can- 


dles, following the law of inverse 
squares. Thus, to obtain the in- 
tensity on any given surface, all we 
have to do is to divide the candle- 
power 72 that direction by the 
square of the distance. That is to 
say, | rE where I is the illumin- 
ation in foot-candles; CP, the can- 
dle-power in the given direction, and 
D the distance in feet. This is on 
the supposition that such surface is 
at right angles with the rays of light 
as shown in Fig. 6. If, however, the 
surface is not at right angles to the 
rays of light, the illumination is re- 
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duced by an amount depending upon 
the angle at which the rays strike. 
Thus, in Fig. 7, the illumination on 
the horizontal plane DB at the 
point Lb would be decreased depend- 
ing on the angle a. In such cases 
we must simply multiply the can- 
dle-power, as given by the above 
formula, by a factor given in the 
following table; it being sufficient 
in ordinary cases to use the factor 
applying at the nearest angle given 
here. 





Table of Multiplying Factors 
Angle Factor Angle Factor 
0° 1.000 45 353 
5 988 50 .265 

10 955 55 .189 
15 901 60 125 
20 .829 65 .07054 
25 .744 70 .0400 
30 649 75 0173 
35 550 80 .00523 
40 449 






































Big Department Store Demonstration 


‘Electrical Show’? Held by Siegel-Cooper Co., Chicago, 
Interests 10,000 People in Electricity 


HAT 


the central station, the man- 


co-operation between 

ufacturers of electrical house- 
hold appliances and the department 
store is a paying proposition has 
been demonstrated recently at Chi- 
cago where one of the largest de- 
partment stores conducted an “FE lec- 
trical Show” of its own. In this 
store a stock of electrical supplies 
such as batteries, bells, push buttons 
and other material are regularly car- 
ried, together with electric flat irons, 
chafing dishes and household arti- 


cles. 


When the Electrical Show at the 





Coliseum had closed the phenome- 
nal interest in electrical devices 
which that big exhibit had aroused 
throughout the city made an oppor- 
tunity which was quickly seized and 
used to good advantage by the de- 
partment store managers. 

A space about 30 ft. x 80 ft. was 
secured on the third floor of the 
booths were 


store and made by 


erecting wooden railings painted 
with white enamel as shown in the 
cut.. Advertisements were inserted 
in all the daily papers and very lib- 
eral space was used to fully describe 
the “Show.” The point was brought 


out in the advertise- 


















Department 
Store 
Demonstration 
At Chicago 











Courtesy, Electric City. 


: ba Sa Biitels uit wk sn io 


ments that here was an 
electrical show for 
whichno admission was 
charged whereas the 
public had had to pay 
to see the show at the 
Coliseum. 

The electric cooking 
devices in the 
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the 
washer and a 


kitchen, washing machine, 


the dish number of 


other devices on exhibition were 
loaned either by the central station 
or the manufacturers who also fur- 
of the 


demonstrators 


most demonstrators. 
the 


cookies, biscuits and other 


nished 
Two of made 
fudges, 


good things to give away in the 


Steser (Goren & (0 


This Is Your Invitation to Attend The 
Big Store’s 


Electrical Show 


It Began Saturday and Continues Two Weeks 
Admission Is Free 








show the public interest taken in 
he most elaborate industrial display 





e 


dertaken by a retail s 
At the recent Electrical Show at the Coliseum an edmission 
fee of SOc was charged. Here Everythiog is FREB 









at competen 
tne articles demonstrated 


The Commonwealth Edison Co. 


Has Installed a Complete 
Electric Kitchen 


Where We Invite You to Partake of 
Delicacies Prepared by Electricity and 
Served by Attractive Young Women 

These young women have had much experience in the 


preparation of foods by electricity, and a talk with them will be 
of great interest and benefit to any housewife. 





to explain to those interested 









Miss Martin will serve cake 
Miss Russell will serve tea 
Miss Williamson will serve coffee 


Miss Lyons will serve muffins and biscuits 















en will be demonstrated Electric Flat 
eal Cookers, Electric Stoves, Electric Curl- 
rs, Electric Waffle as, Electric Tvasters, 
Water Heaters and Electric Ovens. 
Free of .TbereacontVincasoris he meta om, 
Massage = nces 
Vibration: : 
Crescent “ 
Vibrator, é . 
$15 “Et 

















Department Store Ad of Electrical Show 


kitchen. One demonstrator operat- 
ed the toaster in a separate booth; 
two young ladies had charge of the 
flat irons; a man worked the wash- 
ing machine; another demonstrator 
had the dish water; two were de- 
tailed on general sales work and 
four energetic demonstrators vied 
with each other in exhibiting the 
merits of four different vibratory 
massage machines. 

The show ran for two weeks and 
accomplished all and more than was 
expected. The attendance was es- 
timated at about 10,000 and at times 
the crowds were so dense as to pre- 
vent a near approach to this section, 
the people consequently spreading 
over the store and booming business 
throughout the establishment. As 
this was just what the management 
desired, everybody was happy. Sev- 
eral hundred electrical heating and 
cooking devices were sold during 
the 
which still continues. 


demand created 
Both the Ad- 
vertising Manager and the Depart- 


show and a 


ment Manager of the store say that 
their “Electrical Show” was a big 
success from every standpoint and 
the of the 
as well as the central station peo- 


manufacturers devices 
ple are of course well pleased with 
the resulting demand for appliances 
and current. 





has to commit robbery to get it. 





é< HE soused politician with a skin-full of jig-water is elected to office by 
Tine teetotaler who, in turn, is as shriveled as a prune from his lack of 
juice,” say The Bromide, and, by the same token, the wild-eyed M. O. 
agitator is put into power by the acts of fear-ridden capitalists who can’t see far 
enough ahead to appreciate that the public will insist upon a square deal if it 









































The Problem of the Tungsten 


The Experience of a Middle-West Plant in Offering the New Lamps 


By L. D. MATHES 
MANAGER Union ELectric Company, Dusugue, Iowa 


N my opinion the livest issue be- 
fore the lighting fraternity to- 
day is the tungsten lamp. 

The advent of this unit has been 
looked forward to by central station 
people for several years. Now that 
the lamp is on the market and has 
demonstrated beyond question ev- 
ery claim of the manufacturers, 
many central station managers are 
undecided as to how it is to be hand- 
led, how the renewal expense should 
be taken care of. 

It has been customary with many 
central stations to furnish are lamps 
free to its customers and maintain 
the same, this involving the custom- 
er in no expense other than payment 
for current consumed. [But a com- 
pany cannot afford to handle the 
new lamp on the same basis, from 
the fact that, on the same consump- 
tion of energy the customer is get- 
ting 100 per cent more lighting ef- 
fect for his money. The distribution 
of the tungsten is superior to the 
arc as, being smaller, it can be 
placed more advantageously and be- 
ing an incandescent, more efficient 
reflectors can be used. Beyond a 
question the lighting effect produced 
by the tungsten is more pleasing to 
the eye and more clearly brings out 
true colors than any other unit on 
the market. 

The burden of renewal cost of the 
tungsten should rest with the cus- 
tomer. The Company cannot stand 
it at present rates, as this cost is so 


largely in excess of other incandes- 
cent types, or of the cost of main- 
taining arc lamps. [But the custom- 
er, in paying for the renewal, is but 
surrendering a small part of the ben- 
efits which he derives through the 
use of this lamp. ‘This he is glad to 
do if the proposition is laid down to 
him plainly as our experience shows. 

\e have adopted the following 
plan: The customer purchases orig- 
inal installation at $2.75 per lamp 
complete. That is his investment, 
and his saving is the interest on that 
investment. He then has the option 
of purchasing renewals at $1.75 each 
at such time as renewals are re- 
quired, or of being billed an addi- 
tional 3c. per kwh. on all current 
metered. This additional charge is 
shown on the bill as “tungsten lamp 
renewals”, so that he does not look 
at it as an increase in his rate. 

We extend another option to the 
customer whereby, after buying the 
first lamp, he can pay us a straight 
maintenance fee of 25c. per lamp, 
per month, which will cover renew- 
als. This price is made to the con- 
sumer who, on our estimate, will use 
his entire installation of lights about 
three hours per day, every day in 
the year. In special cases, such as 
all night restaurants, depots and 
other extra long hour customers, we 


do not offer the 25c. a month plan. 


Such customers are required to pur- 
chase the lamps outright, or pay 3c. 
per kwh., as metered, for renewals. 
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So far as our experience has car- 
ried us 3c. per kwh. fully covers the 
renewal cost and the handling of the 
lamp. Should the lamp develop a 
longer life we will in time reduce 
the renewal charge to the customer 
in like proportion to the increase of 
the life. 

I have met some benighted indi- 
viduals in the lighting business who 
are very much disturbed as to the 
effect the tungsten lamp will have 
on their business. They reason 
something to this effect: “We put 
in a lamp of a watt and a quarter ef- 
ficiency, where with a metalized fila- 
ment we have been selling takes 2% 
watts per cp. Customer is getting 
twice as much for his money, hence 
we are getting half the gross amount 
for the current sold. If science con- 
tinues to increase the efficiency of 
the lamp, where does the central sta- 
tion get off at?” Pure logic, that. 
In this progressive age it is rather 
surprising to encounter such argu- 
ment, but I have run into a good 
deal of it in the last few weeks. There 
is but one answer to such reason- 
ing:—The more you give the cus- 
tomer for his money and the better 
you satisfy him, the more he will 
use your service and the more valu- 
able an asset he is to the company. 
And we all recognize that satisfied 
customers are great boosters for the 
game. 

In practice it will not prove that 
the average customer will reduce his 
billings to any great extent through 
the introduction of the tungsten 
lamp. With proper encouragement 


he will be more inclined to put in 
more lamps and use the service more 
freely when he sees that the superior 
effect doesn’t increase his bill. 

The quality of the light produced 
by the tungsten and the superior 
illuminating efficiency obtained, 
places in the hands of the electric 
lighting fraternity something which 
many of us have for a long time felt 
the need of—a unit which will per- 
mit us to satisfy the gas consumers 
who want light and who have a close 
limitation on the price. A customer 
who is burning dollar gas can buy 
tungsten lamps and pay for his re- 
newals, and with a vastly improved 
effect still not exceed, and in many 
cases remain below, the cost line of 
gas, 

[ believe that central station men 
should not hesitate to be extremely 
liberal in demonstrating the tung- 
sten lamps. Place them with any 
responsible customer for thirty or 
sixty days and tell him that if he is 
not satisfied at the end of that time 
he can return the lamps and use 
something else (customer of course 
standing the expense of his wiring 
and hanging of the lamps). It will 
pay—it does pay. 

There is a demand for a line of sci- 
entifically designed clusters for the 
small tungsten lamps—units which 
will look good and be moderate in 
cost. Such a cluster would be a 
most effective substitute for gas 
arcs, for a 100-watt tungsten is not 
strong enough to displace a three- 
burner gas lamp. 






































Electricity vs. Gas 


In Which the Author Replies to a Recent Article in Good Housekeeping 


By Frank E. Foster 


MANAGER PETERSEN Heat Licut AND Water Co., Iowa Farts, Iowa 


HE March num- 


made for the damage 





ber of Good 

Housekeeping® 
contains an article on 
the subject of compar- 
ative cost of the use of 
gas and electricity in 
the home. The author's 





deductions from his ex- 
perience are correct, 
possibly, when the bare 
cost of both illuminants 
are considered, but 
there are other things 





done the interior of a 
home by the use of gas. 
good 
the quality of gas, it 


No matter how 


throws off more or less 
of grime and smoke. 
This settles on cur- 





tains, carpets, rugs and 
other furnishings of the 
home. In a year, the 
woodwork and_ paper 
or painted walls will 


require redecorating. If 





to be taken into consid- 
eration in making this 
comparison as they affect the house- 
hold expense account. 

The rates outlined indicate the use 
of electricity and gas at prices sel- 
dom heard of, for outside of the nat- 
ural gas belt, gas at less than $1 per 
thousand feet is a rarity and elec- 
tricity at 5 cents per kilowatt hour 
Tak- 
ing gas at $1 per thousand and elec- 
tricity at 15 cents per kilowatt hour, 


is equally out of proportion. 


we have a fair comparison and on 
the basis of this author’s figures gas 
costs one-third less than electricity. 

We are to infer from the article 
that this comparison is used on ba- 
sis of lighting only and not for cook- 
ing. 

With this 
are other things that enter into the 


understanding, there 


proposition. No allowance has been 


Frank E 


*NoTE—See SELLING ELECTRICITY for March, page 80. 


_ the consumer of gas 
and electricity lives in 
a rented house, these items are of no 
consequence for they fall upon the 
landlord, but in case the household- 
er owns his own home, he must add 
to the sum of his gas bills the annual 
item of redecorating and the clean- 
ing or replenishing of furnishings. 

This item is a large one in the ag- 
gregate and will boost the cost of 
gas in the home far above that of 
electricity. 

Another item to be taken into con- 
sideration in the consumption of gas 
as an illuminant is the doctor’s bill. 
No open flame is possible without 
the burning of oxygen. There can 

be only one result: vitiated air. This 
means that the whole family must 
breathe an atmosphere from which 
a large percentage of the life-giving 
element of pure air has been elim- 
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inated. In the winter time, when 
the building is closed and very little 
fresh air is admitted to the home, 
the gas jet is continually consuming 
the oxygen. 

Breathing vitiated air results in 
illness and no air can be pure that is 
contaminated by the gas fumes and 
the loss of the element of oxygen. 
Children especially, cannot escape 
the dire effects of the impure air in 
a gas-lighted home and, if the true 
cause could be ascertained, in many 
cases illness among children would 
be traced directly to the gas-laden 
air where jets are constantly throw- 
ing off impurities. 

If any one doubts the unsanitary 
use of gas, let him try to grow fol- 
iage plants in the home where gas is 
used. When plants cannot thrive 
in a place where gas fumes are prev- 
alent, how can it be expected that 
the human lungs, which are surely 
equally delicate organisms with the 
leaves of a plant, will withstand the 


constant irritation and poisoning of 


breathing air that has been contam- 
inated by gas fumes and robbed of a 
life-giving element by combustion. 

There can be only one deduction. 
All things considered, electricity is 


the cheapest, safest and healthiest 
illuminant that can be used. Bare 
gas and electric light bills do not 
tell the whole story. We must take 
into consideration other things in 
arriving at a true solution of the rel- 
ative costs of the two illuminants. 

There is another item of expense 
that the writer in Good Housekeep- 
ing has not taken into account and 
that is the difference in renewals for 
gas and electricity. Gas mantles are 
nh big item of expense in a year, while 
electric lamps last much longer and 
give a more efficient light. Also, 
they are generally renewed free. 

Danger is also an item that must 
be taken into consideration, especial- 
ly where the home has children. The 
open flame of the gas jet and the ne- 
cessity of using matches are ele- 
ments fraught with danger. Safety 
for the home itself as well as the 
lives of the children should be care- 
fully considered. 

The writer is confident that when 
all things are taken into considera- 
tion, no householder who cares for 


‘health, cleanliness and economy can 


maintain that gas is the cheaper il- 
luminant, at least in the home or 
store. 





side was lighted with the Nernst lamp. 


than the others. 


possible on account of the frost. 





Hot House Electricity. 


There seems to be no limit to the various practical uses of electricity. The latest 
idea is a rather novel scheme of a Mr. Albert Christiensen, solicitor for the Minne- 
apolis General Electric Co., who has conducted an experiment with two-glower 
Nernst lamps to help the growth of lettuce plants. A 25-foot bed was divided by a 
curtain and planted with lettuce plants, under exactly similar conditions, except one 
After two weeks the plants were compared; 
the average of those favored by the electric light measured 8°4 while the others were 
7% inches. In weight however the Nernst cultured plants were 40 per cent. heavier 


Mr. G. Hartman of Turbine, Ontario, Canada, has converted electrical energy into 
heat and used it under hot beds for vegetables and flowers. In some cases the growth 
was so rapid that the plants were ready to set outside early in April, but that was im- 


These are only simple experiments. Scientific gardeners will no doubt pursue this 
subject further when it is brought to their attention by the wide awake solicitor. 






























































Keep Posted 








3y CHARLES W. LAMB 
MILWAUKEE RaILway AND Licut COMPANY 


ONCE heard a 

salesman tell a 

prospective cus- 
tomer that an elec- 
tric oven would radi- 
ate about 85 per cent 
less heat than one 
heated by gas. 
Naturally the P. C.. 
who had been edu- 
cated to believe that 
everything — electric 
was the acme of 
expensiveness = and 
everything gas the 
acme of cheapness, 
inquired the where- 
fore. The salesman could not tell, 
he had merely been told so. And 
the P. C., being of the feminine 
persuasion of the lorgnette-affect- 
ing variety, worked her features 
into shape to hand him a lemon of 
sarcastic flavor. His life and repu- 
tation for a degree of veracity, was 
saved by the advent of a_ fellow 
toiler who promptly explained the 
difference 


between open flames 





needing oxygen,—and ventilation, 


and resistance coils baked in enamel. 





Result—a sale of a flat 
iron and a new friend 
made,—one who lat- 
er got the electric 
habit a little harder. 
instead of a dis- 
pleased non-P. C. 
with aconfirmed 
opinion that all men 
are liars, especially 
electric salesmen. 
This simply goes toa 
show the advisabil- 
ity of knowing some- 
thing besides the 
trade discounts and 
price lists. Not 


Charles W. Lamb 


merely being able to throw off a few 
high sounding sentences bristling 
with terms tending to make the lay 
mind sit up and take notice—even if 
the electrical mind does yawn and 
grin audibly—but real knowledge of 
the business in hand. The buying 
public wants to know the whys, es- 
pecially where the differences are 
great or the facts startling. And if 
the salesman cannot give the rea- 
sonable and real reason off-hand and 
make it sound plausible, that sales- 
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man is lucky if he gets away with 
the reputation of an ignoramus only, 
and not that of an unblushing pre- 
varicator as well. 

It therefore behooves you, Mr. So- 
licitor, to not only get wise, as we 
have it in the vernacular, but to keep 
wise to the wrinkles and to see to it 
that if you are not in at the birth of 
each new one, 


you, at least, were 


there soon after. Not alone should 
you be able to tell the P. Cs. that 
electrical devices are what they are, 
but to tell them the why and that in 
language they can not only under- 
stand but cannot misunderstand nor 
forget. Cut out the heavy display 
type from your explanations and 
confine your talk to the short para- 
graphs in plain English. 

There is an old truism about the 
fellow makes of 


grass grow where but one grew be- 


who two blades 
fore being a benefactor. The solicit- 
or who can make one word do the 
work of two, or several, is a winner. 
And the 
plaining in words of one syllable but 
with the 
Spooner never looks for a job. 


man who can do his ex- 


force of a Blaine or a 
The 
And they let him 
But you mustn't em- 
That is 


as much a slight on the P. C’s. intel- 


jobs look for him. 
know it, too. 


phasize your small words. 


ligence as an emphasis on the long 
terms some windy word-slingers de- 
Make the 
understand that the fact is the 

To do this you must keep 


light to use. The point is: 
Poms 
fact. 
posted and talk plain. 

Read the manufacturers’ and your 
own literature and visit your exhibit 
rooms daily that every new thing 
and every improvement on the. old 
things may be known to you. Don’t 





contradict your literature, as I have 
heard men doing, and don’t let the 
P. C. pull out a card with your com- 
pany’s name on it that says some- 
thing you don’t know. That makes 
a man feel foolish. But not half so 
foolish as he looks to the P. C. It is 
a good plan to make it a daily habit 
to look over the ad matter and read 
what is new, selecting what is want- 
ed for the day’s work. A good se- 
lection of ads is more valuable than 
a large stock of them. 

Be careful what literature you 
give a P. C. Digest it first and see 
that it fits the case and the man. 
There have cases where the 
customer was handed a nicely got- 
ten up and highly instructive little 
work on sewing machine 


been 


motors 
when he was looking for economical 
show window lights. Sewing ma- 
chine motors are mighty good things 
for sewing machines but their adap- 
tability to the purposes of show win- 
dow lighting will be doubted, even 
by an enthusiast. There would be, 
in such a case, small question of the 


usefulness of a circular on show 
windows and the chances are it 
would get in some work between 
times. 


[t is also a good thing to not alone 
keep yourself posted but to see that 
your old customer-friends do not en- 
tirely forget the new things. You 
often meet them and stop a minute 
to chat and it is easy to turn the con- 
versation to the new appliances at 
the exhibit room. That friend may 
never want such things but if you 
can get him to go see them or mere- 
ly to take and read a circular about 
them the chances are good that he 


will tell some friend of his about 
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it. Make use of your friends. What 
are they friends for! 

Always remember that these many 
and attractive uses for electricity 
are new. They are new to you and 
hence much newer to people not in 
close touch with the trade. So it is 
up to you to spread the gospel of 
improvement and tell all you meet 
that they may tell others, above all 
impressing on them the real low 
cost of operation, using actual ex- 
perience where possible. Thus will 
that bugaboo of the expensiveness 
of electricity be buried under the 
weight of intelligence. It is easy to 
work out a table showing the cost 
of each device for the number of 
minutes it is usually in use, as chaf- 
ing dish twenty minutes, broiler fif- 
teen, shaving mug five, and so forth. 
All advertising is good but the best 
is when a non-interested party tells 
the other fellow, “I use it myself.” 
That brings it home. It makes it 
personal. 

One of the best points on which 
you can be posted is the relative cost 
of electricity in your field and in 
others. If many fields the belief is 
common that in that particular lo- 
cality the cost is excessive, for in- 
stance in my own field there is a 
widespread belief that it is double 
what it is in almost any other, Cleve- 
land and Toledo especially. The fact 
is it is much cheaper than in either, 
fuel costs considered. If you are 
able to show in a comparative table 
just where your city stands, and 
why it is higher than some and low- 
er than others, you can do a great 
deal more than you ever could by 
talking. We are proving that. Most 





people will not feel so sore about 
electricity being higher than gas (if 
it is) if they realize that their com- 
pany is giving them a fair deal—as 
fair a deal as some other company 
is giving its customers. 

Another thing. Almost every lo- 
cality has this bug: It thinks some 
other locality is being better treated 
by its company. This is a popular 
pet, a sort of aberration en masse, 
generally spread by the germ politi- 
cus—that is, by the cuss with the po- 
litical bee looking for a popular 





and 
one that can be cured only by a fore- 
ible and very apparent truth. It is 
up to you to post yourself on the 


hobby for the bee to light on 


subject and to so impress the truth 
on your community that the aberra- 
ion ceases to furnish a lighting place 
for the political or any other anti- 
business bee. 

Then, too, you can be of much use 
to yourself by being able to show a 
customer how to attain his results 
at less expense than he had expect- 
ed. I know of a recent case where 
a man estimated his wiring cost at 
$50 and his monthly current bill at 
$10. A good solicitor showed him 
how to lessen the number of lights, 
reduce the wiring and bring the first 
cost down one-half and the monthly 
cost one-third with the same eff- 
ciency. That solicitor made a better 
friend for himself and for his com- 
pany than if he had taken the order 
at the larger figure. 

So post yourself on all the new 
things and all the old and the rea- 
So shall 
your usefulness increase and with it 


sons that go with them. 


your income and consequence. 
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Exhibits at N. E. 


With the 
but a month away, the Committee 


Chicago Convention 
on Exhibition reports that practical- 
ly all arrangements have been com- 
pleted. This year’s exhibit is under 


the charge of a Committee com- 
posed of the representatives of man- 
ufacturers who will hold displavs. 
Yh The accompanying plan shows the 


floor space in the exhibitors’ hall, on 











the top floor of the Auditorium Hotel 
directly adjoining the meeting room. 

There are in all 63 booths, ranging 
124 


more 


in size from 44 square feet to 


square feet. Those wishing 


room for exhibits may, as heretofore 


connect two or more booths. 
Messrs. D. H. Burnham and Com- 


pany of Chicago have been engaged 


to SO 


deter 






! to do the planning and decorating 


of booths; the rails, posts, cables 


and other materials used at the re- 





cent Chicago Electrical Show will 





— 





be utilized, but the effects will be 
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PLAN OF BOOTH LAY-OUT 
NATIONAL ELECTRIC LIGHT ASSOCIATION 
AUDITORIUM HOTEL 


Thirty first Convention 
May 19 20 2! and 22, 1908 





L.. A. Convention 


wholly — original. Appropriately 
enough, tungsten lamps will play an 
essential feature in the lighting ef- 


fects, which will tend more toward 





a soft white light than an exagge- 
rated brilliancy. 

Everything possible for the con- 
venience of both visitors and exhib- 
itors has been done. It is the desire 


of the committee to have everyone 











CHICAGO 


accommodated. Arrangements have 
been made with the Joseph Stock- 
ton Company of Chicago to handle 
all 
made to Chicago in exhibitor’s name, 


exhibits. Shipments should be 





in care of Joseph Stockton Co., and 
the bill of lading forwarded them. 
All shipments will be stored in their 





freight barns and delivered to the 
Auditorium on Saturday, May 16, 
and Monday the 18th. 
possible exhibits should reach Chi- 
cago before May 16th as all booths 


As far as 


must be ready by May 18th at seven 
o'clock in the evening. 























News and Reviews 


Items of Interest to Commercial Men 


Standard Candle Decision. 

The final report of the committee select- 
ed by the I. E. Society, to decide upon a unit 
of luminous intensity was made late in Feb- 
ruary. It recommends the adoption of a 
common national unit of candle power to 
be maintained by the National Bureau of 
Standards. The committee also recommends 
that steps be taken to secure an international 
unit which shall represent approximately 
the average of the candle units at present 
used in the national laboratories of the 
United States, England and France. Until 
such an unit is available, a common candle 
unit shall be used which is 2 per cent less 
than that now maintained at the Bureau of 
Standards. 


Oklahoma Convention. 
The second annual Convention of the 
Oklahoma Electric Light, Railway and Gas 
Association will be held May 25, 26, 27, at 


Guthrie, Okla. 


New York I. E. Meetings. 

At a meeting of the Illuminating Engi- 
neering Society, held March 12th in the En- 
gineering Societies Building, New York, 
the local secretary, P. S. Millar, announced 
that Dr. E. L. Nichols would read his paper 
on “Daylight and Artificial Light” at the 
April meeting on the 9th of that month, 
when Mr. Arthur Williams will have com- 
plete charge. The paper of the evening 
was by E. L. Elliot, the title being “The 
Relation of Illuminating Engineering to 
Architecture from the Engineers’ Stand- 
point.” 


Lamp Development. 

The progress of downward illumination 
up to the present day, when everything is 
specialization and concentration to one ob- 
ject, is well illustrated by these facts: 

The old Edison hair-pin carbon filament 
showed 2 cp. downward distribution on a 
16 cp. lamp. Then came in succession the 
Bryan-Marsh double filament lamp with 4 
cp. downward intensity; the Edison lamp, 
now in general use, with 7 cp. downward; 


the Columbia and Sunbeam lamps with 9.8 
cp.; the Shelby flattened coil filament with 
11.3 cp. downward; the Sterling spiral lamp 
with 15.3 cp.; and last the maximum down- 
ward intensity, the Downward lamp with 16 
cp. in this direction.—Electrical Age. 


RT TERE 
Theodore Boyd Mitchell. 

It is with great regret that we learn of 
the death of Theodore Boyd Mitchell, who 
died March 10th, 1908, of pulmonary trou- 
ble of which he had a violent attack the 
previous month, and from which he never 
rallied. Mr. Mitchell, although not 30 years 
old, was possessed of a thorough knowl- 
edge of gas and electric service, as he had 
been serving in the commercial departments 
of several lighting companies in various ca- 
pacities for the past ten years. His loss its 
deeply felt by the Lincoln Gas and Electric 
Light Co., of Lincoln, Neb., for which com- 
pany he was business manager, by those at 
the head of the Doherty interests who 
knew and appreciated his worth, and by the 
thousands of patrons whom he so faithfully 
served. 

SRE ns 
Electric Service on Two Largest Steamships. 

The Lusitania and Mauretania furnish 
almost perfect examples to what extent 
electricity may be brought to minister to 
Outside of the 
6000 16 cp. lamps distributed throughout 


comfort and convenience. 


the ships there are telephones, electric fans, 
hoists, cranes, elevators, dishwashers, po- 
tato-peelers, boot-cleaners, clocks, and 
forced air draughts. This is exclusive of 
About 200 miles or 100 
tons of cable alone is used to distribute the 


current. 


propelling power. 


The generating plant consists of 

four sets of Parsons turbo-generators each 

capable of supplying 4000 amperes at 110 

volts. There are also about 150 motors 
arying from 50 to % hp. each. 
Plain Statements Best. 

A very interesting article is that by Bert 

Ball on “What is the Matter with Advertis- 
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ing.” Following are some of his extracts 
from the March Hapgoods Opportunities : 

“The hardest thing about writing an ad 
is to tell the truth convincingly. The aver- 
age advertiser is like the boy in the old 
story, who called ‘Wolf, wolf.’ The people 
do not come running as they once did, 
when he makes a flaring announcement, be- 
cause they are skeptical as to his honesty 
and truthfulness. Aside from its ethical 
aspect, ‘Honesty is the best policy,’ in every 
branch of business. This is becoming gen- 
erally known and the very best stores are 
quietly telling the truth, and the best trade 
responds in a quiet manner. Advertising is 
adjusting itself to new and better condi 
tions.” 


Labor Union Jolts Lighting Company. 

In the Stone & Webster Public Service 
Journal for March occurs an item which 
shows how closely a manager of a lighting 
company must follow apparently unimpor- 
tant local developments. At Ponce, Porto 
Rico, there was recently formed an organ- 
ization of dry goods clerks which attracted 
comparatively little interest until the organ- 
ization decided that its members should not 
work evenings. The results from the light- 
ing manager’s standpoint are expressed in 
the following quotation from a report of 
Mr. H. S. Whiton: 

“Our business has received a_ set-back 
owing to the clerks in the drygoods and 
novelty stores having organized and forced 
the employers to close their doors at six 
every night in the week. We have hereto- 
fore derived no slight proportion of our 
lighting business from these stores, and if 
the arrangement continues it will make con- 
siderable difference between this year’s 
consumption and that of last year. It is the 
opinion of many here that this condition 
cannot last, as the ladies of Ponce prefer to 
buy dressgoods by lamp light and, more- 
over, are in the habit of dropping into the 
stores on their way to make calls in the 
evening. The closing will doubtless make 
quite a difference in the receipts of the 
merchants, which will probably lead them 
to open for one or two nights, at least, in 
each week.” 


Bean of Bellingham Breaks Record. 
Mr. L. H. Bean, Mgr. of the Whatcom 


County Railway & Light Company of Bell- 
ingham (Wash.), is making an enviable 
record as a business getter. Some months 
ago we published an account of Mr. Bean’s 
sign campaign and we have in this issue an 
article on his special street lighting which 
shows what can be done by: an aggressive 
commercial man. 

It was with some gratification that Mr. 
Bean reports that he has in service approx- 
imately one meter for every eight inhabi- 
tants. If the meters are turning that 1s 
certainly a fine record. 

Strong Bulletin 

The Bulletin of the Portland Railway & 
Light Company, “Public Service,” continues 
to present interesting and effective argu- 
ment in favor of that company’s service. 
The March issue, while not as well printed 
as preceding numbers, contains an article 
on loading vessels by electricity which 
should prove interesting to every central 
station man situated at navigable waters. 


Fines For Advertisers. 

Business men will not only have to con- 
form to the Pure Food Law, and make 
their merchandise of good material, but if 
a proposed bill of Congressman Coudry of 
St. Louis goes through, their advertising 
also will have to be “pure.” There would 
be no more circus-poster ads of the ‘“Mar- 
velous, Miraculous and Mystifying Mor- 
tons” variety if this bill is enacted. It pro- 
vides against any person, firm or corporation 
in the United States printing, using, circu- 
lating, displaying or transporting any false, 
fraudulent or misleading advertisement. 
Each offense would be punishable by a min- 
imum fine of $100 and each day the viola- 
tion is continued will be treated as a sepa- 
rate case. The bill goes into detail to cover 
many different cases and even specifies that 
where the words “best in the world” are 
used, it must be clearly stated as an opinion 
and not as a fact. Objectionable advertise- 
ments of stocks, patent medicines, quacks, 
clairvoyants, etc., are dealt with drastically. 
If adopted this will be one of the most re- 
strictive laws yet enacted. 

Tungsten Patent Fight. 
The Grand Jury of the District of Co- 


lumbia has returned additional indictments 
against N. W, Barton, former assistant ex- 
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aminer in the patent office; Henry Ever- 
ding, a patent attorney; and John A. Hen- 
ry of York, Pa., fom conspiracy, forgery 

° e { . . 
and destruction of pigblic records. It is 

. + ; 3 
charged that ideas wefe appropriated from 
other inventors of tungsten lamps, and the 
credit given to Heany’s inventions. 


No Cash Deposits. 

The Ohio House of Representatives has 
passed the Foster bill prohibiting gas, elec- 
tric and water companies from requiring 
customers to furnish ash deposit, when 
they can furnish security. If security can- 
not be furnished a caslt deposit not exceed- 
ing 130 per cent of monthly bill may be re 
quired, on which the company must pay 4 
per cent interest. 


Sign Seller Talks Signs. 

A short but forceful article in the March 
N. E. L. A. Bulletin by George Williams 
points out the vast field open to central sta- 
tion managers for electrical advertising. Ac- 
cording to the most authentic estimate, the 
per capita expenditure in 1907 for printed 
advertising was $5.00, while for electrical 
display it was but 25 cents. Mr. Williams 
says: “The individual advertiser demands 
originality because he desires a sign that is 
not an imitation of his neighbor’s sign. He 
wants the central station’s services in oper 
ating the sign, including its turning on and 
off. For this service he prefers a monthly 
charge of dollars—not kilowatts. There is 
no stopping point to the development of 
electrical advertising. Its existence is an 
outcome of the progress of all advertising 
which has been advancing like other meth 
ods of communication.” — 

Convention Daily. 

At a meeting of the Executive Committee 
of the National Electric .Light Association 
it was voted to authorize the C. W. Lee 
Company, formerly of Newark, N. J., but 
now in New York City, to publish the Con- 
vention Daily during the’ Chicago Conven- 
tion, which this company did to such great 
satisfaction last year. There will be includ- 
ed in the Daily a complete list of delegates 
present from day today. The Electric City, 
the bulletin of the Commonwealth Edison 
Co. of Chicago, was also authorized to pub- 


lish such matter it might desire in connec 
tion with the Convention. 


Ambitious/Bulletin’ Launched. 

The Evansville Gas and Electric Com- 
pany have attempted a new _ publication 
called “Light, Power and Heat.” The first 
number, a nine by twelve booklet, has twelve 
pages of reading matter, inclosed in a flam 
ing red cover, which should at least attract 
attention. This issue compares favorably 
with the Electric City, Chicago’s handsome 
bulletin, and reflects credit upon Mr. A. N. 
Tills, Supt. of Advertising of the Evans 
ville Company. 


Profitable Expense. 

An interesting article by J. F. Speer in 
the March Judicious Advertising treats of 
mail enclosures. One paragraph is headed 
“Two cent stamp opens the envelope.” A 
real truth. Take yourself for example; 
how many letters with a one cent stamp 
attached do you pay any attention to? And 
how many with the first class postage do 
you consign to the waste paper basket with- 
out a sharp look at the contents? The 
dearest way is often the least expensive. 


G. E. Profits. 

The JWall Street Journal approximates 
the business and net profits of the General 
Klectric Company for the year ending Jan 
uary 31, ’08, and although the amount of 
business done was about $70,000,000, the 
per cent in profits was but 14 or $9,800,000. 
Fourteen per cent is an excellent investment 
but it was only in 1903 that the amount of 
business billed was $36,000,000 or half that 
of 1908 and the profits on $10,232,839 about 
twice as much or 28 per cent. The infer 
ence is plainly that either competition, high 
operating costs or both, together with in 
creased cost of raw material for electrical 
equipment have caused this decrease. How 
ever, 14 per cent should still be reasonably 
satisfactory to stockholders. 


Montgomery Goes to Mexico. 

John Montgomery, Jr., who for several 
years has been the commercial agent for 
the Utah Light and Railway Co., leaves 
Salt Lake City May first to assume the posi 
tion of assistant to the General Manager of 
the Mexican Light & Power Company with 
headquarters at Mexico City, Mexico. 

Mr. Montgomery recently returned from 
a visit to Mexico greatly pleased by the 
prospects offered there. 
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Show This to Timid Customers. 

The record of deaths from lighting causes 
during January and February is given as 
follows: 

Feb. Total 
Petroleum 79 160 
Gas 
Electricity 


William Ainsley Kreidler 

Death has claimed W. A. Kreidler, who 
established the Western Electrician in 1887 
and continued in charge of it until his death, 
March 26th. Mr. Kreidler was a man of 
genial personality, broad and vigorous intel- 
lect, and will be mourned not only by his 
associates but by a large circle of business 
friends east and west. 

Ces pi 
Data on Pole Preservation. 

The United States Forest Service Bureau 
at Washington will furnish circulars to any 
one on request, stating results of tests to 
determine the best methods of preserving 


wooden poles, ete. 


Did You Get Your Share? 

Andrew Carnegie has given away $150,- 
000,000 to date. Of this sum $30,000,000 
has been for libraries. 

Ohio Convention Dates. 

The 14th annual convention of the Ohio 
Electric Light Association will be held at 
the Hotel Victor, Put-in-Bay Island, Ohio, 
on Tuesday, Wednesday. and Thursday, 
August 25, 26, and 27. The outlook is for 
a very promising convention. 

Riot in Pensacola. 

The Pensacola Electric Co., one of the 
Stone and Webster properties, recently had 
some trouble with its employees in the rail- 
road department. The men went on a 
strike and Farley’s strike breakers of New 
York had to be imported. The latter were 
mobbed the first day of work, forcing the 
authorities to adopt strict measures and 
calling for the aid of the militia. 

Chance for Sign Men. 

The State Department of Pennsylvania 
has ruled that notification must be sent to 
them of any and all business places with- 
out a sign designating the kind of business 
and the name of the owner. A fine of ten 
dollars will be imposed on each delinquent. 


Why not make it a novel electric sign since 
you must have one? 


Emerson Moves. 

The New York offices of the Emerson 
Electrical Mfg. Co. have been moved from 
136 Liberty Street to the Hudson Terminal 
Building, 50 ChurehsStreet, New York. All 
goods returned for .fepair or other reasons 
must be shipped direct to St. Louis, as the 
company has no fagilities for receiving in 


New York. 


Commercial Methods in Marion. 

The methods used by the Marion Light 
and Heating Co. of Marion, Indiana, which 
has for its slogan, “All together for a big- 
ger, brighter and busier Marion,” is the 
subject of an interesting article in the Elec- 
trical Review. The slogan mentioned seems 
to be the keynote of the Company’s success. 


i 
“COOK WITH ELECTRICITY 


A iiLaAiintv WW 


niwit bey 


THE FOLLOWING HOUSES FOR RENT ARE WIRED 


OCATION 








Marion’ (Indiana) Way 


It means simply giving everyone a square 
deal and his money’s worth, and booms its 
own business by booming the town. 
Monthly bulletins are published by the 
Marion Company to keep before the public 
the facts about electricity and the latest 
improvements in that line. Newspaper ad 
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vertising applied with more than ordinary 
judgment has also brought great returns. 
A special electrical edition of the local paper 
was published recentdy. with the result of 
getting the people of the city behind the 
company in its efforts! for general electrical 
lighting and this in spite of the fact that 
Marion is in the nattrab gas belt. 

It is true that nothing gives as good a 
first impression of the city as well lighted 
streets. Marion well'deserves the name of 
the “Electric City.” 

This company has parted a novel plan 
of renting houses electrically equipped. A 
large sign board offering wired houses to 
rent was set up on a side wall of the Com- 
pany’s offices with a hood of lights over it 
for illumination at night. Customers pay- 
ing their electricity bills see this and as a 
family accustomed to electrical conveniences 
seldom desires to move to a house without 
them, the list of houses must surely strike 
their eye. Thus the Eléetric Company gains 
three sets of friends—#the owners, renters 
and agents. Space onathe board is free to 
owners and agents. 4 

It is a suggestion Which every company 
should copy. Few et: seth are not con- 
nected to meter; and ah unoccupied wired 
house is proportionately as great a loss to 
the lighting company ag to the owner. 

Not Alvinys. 

“But you are not alfays bothered with 
poor light, are you?” -—" the complaint 
clerk at the gas office. 

“Oh, no, not always."¢ 

“Ah, I thought so; #’s only at certain 
time that you notice it, @h?” 

“Yes, only after dark.” —Exchange. 


t 


Crocker-Wheeler Moves New York Office. 
The Crocker- Wheeler Company has 
moved across the street to their new quar- 
ters at 32 Cortlandt Street in the Cortlandt 
Building, Hudson Terminal. This building 
promises to be the machinery headquarters 


of New York. 


A. I. E. E. Convention. 

The American Institute of Electrical En- 
gineers will hold its next annual Conven 
tion June 29th to July 2nd at Atlantic City, 
N. J., with headquarters at the Hotel Tray 
more. 


Omaha Electrical Show. 

The electrical show announced for the 
week of April 13th at the Auditorium, 
Omaha, Neb., has been postponed until the 
week of May 4th, 


Williams Heads Show Co. 

Mr. Arthur Williams of the New York 
Edison Co. has been elected President of 
the Electrical Show Co., Inc., which will 
hold forth in Madison Square Garden from 
October 3rd to the 14th. 


Tungsten Tests. 

In a manufacturers’ test on 15 series tung- 
sten lamps, the average candle power did 
not change during 2135 hours of burning. 
Of these lamps, five survived at the end of 
the test and only three had actually burned 
out.—Electrical World. 


A New Science. 
The “science” of reading gas and electric 
meters is part of the curriculum in the 
Bigelow grammar school of Newton, Mass. 





What Is There In It For ME? 


5 
HAT is the questfon to ask when you read an ‘‘ad’’—‘‘ What is there in it for 
% 


me?’ 


; ! : 
Just remember.that the man who inserts the ad is paying good money to tell 


you his story. He believes that if you will investigate you will buy. He believes 
that he can prove to you that it will profit you to buy. 

There isn’t an adin ‘“‘SELLING ELECTRICITY” that is not worth investigat- 
ing. Perhaps you'will not be convinced by the advertiser's arguments, but at least 


you will be sure you don’t want his goods. 


Suppose the user of tallow candles or oil lamps or gas refused to learn about the ad- 


vantage of Electricity? 





Is that any more foolish than you refusing to learn the advantages of a new, better 


or cheaper current-consuming device? 
Get wise. Ask the advertiser. 





‘*What is there in it for me?”’ 
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An _ illustrated 
Electric light central stations and electrical men gen- 
erally. Devoted to advertising, soliciting, selling 
plans, the display room, and whatever will tend to in- 
crease the interest in, and demand for, electric cur- 
rent for light, heat and power. 





PUBLISHED MONTHLY BY FRANK B. RAEg, JR. 
Publication office: American Building, Brattleboro, Vt. 
Editorial and Advertising Depts. _ 
74 Cortlandt Street, New York City 





Subscription price, One Dollar per year 
Single Copies, Ten Cents 





NOTICE.— Advertisements, Changes in Advertise- 
ments, and Reading Matter intended for any month’s 
issue should reach this office not later than the fif- 
teenth of the preceding month. 





Entered as second-class matter, February 28, 1908, 
at the Postoffice at Brattleboro, Vermont, under Act 
of Congress of March 3, 1879. 


magazine of business-getting, for 
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The N.E.L.A. Convention 
From the Commercial 
Man’s Standpotnt 


HIS year’s N. E. L. A. Con- 

vention offers an opportun- 

ity to the 
mercial man which it would be hard 
to overestimate. 


ambitious com- 


For twenty-five years these Con- 
ventions were given over to the con- 
sideration of technical 
Such paramount. 
The industry was being established: 


problems. 
problems were 
the demands upon the lighting com- 
panies outran their ability to pro- 
vide advances 
were so rapid as to engage the un- 


service: technical 
divided attention of companies. The 
commercial end took care of itself. 

Then came signs of a lull and Mr. 
Henry L. Doherty, then President 
of the Association, predicted that 


soon station 


the central industry 
would be operating by the same 
methods as other 


concerns. 3 


merchandising 


Today that prediction is verified, 
and commercial questions hold their 
place in the program equally with 
technical problems and matters of 
public policy. 

Last “New 
experiment. This 
COMMERCIAL DAy—note that 
change of name, and ponder—is as 
thoroughly a part of the program, 
as undeniably a cause of the Con- 


the 
was an 


year Business 


Day” 


year 


vention, as any other subject. 


al 


A Few Expressions of 


Approval 


I consider it one of the best books 
in the Electrical field and read it 
monthly with interest—E. V. Kirk- 
PATRICK, Vice-President, B. S. Bar- 
nard & Co., Chicago, Il. 


We beg to acknowledge receipt 
of your favor of the 12th inst. and 
take pleasure in enclosing our order 
for four subscriptions to SELLING 
IkLecTRIcITY. This is an increase by 
one over our former subscription.— 
THE YOUNGSTOWN CONSOLIDATED 
GAS AND Erectrric Co., Youngstown, 
Ohio. 


Enclosed find $1.00 for subscrip- 
tion to SELLING ELecrricity for I 
think of getting along 
without it—W. B. Jounson, Rock- 
ford Electric Co., Rockford, Il. 


wouldn't 
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Let Me Send You a List of Central Station Managers Who | 


Have Found the “1900” Washer and Wringer 


a Business Getter | 


























Ask any progressive Central Station Manager what to put in your Display Room and nine 
times out of ten he will head this list with the ‘‘1900’? Washer and Wringer. The reason is plain 
to the man who knows; for the ‘1900’? Motor Driven Washer and Wringer is the best household 
electrical appliance available. It is the most satisfactory, the most useful, the most used appliance. 
It isn’t purchased to look at, but to use, and every time it is used it uses current. And you, Mr. 
Bright Manager, should be willing to work hard to introduce them in your territory. 

But—you don’t have to do any work to introduce them: we will do it for you. We will spend 
our money, distribute our own advertising, make our own sales, collect our own accounts. We 
will do all this and gladly if you will give us a chance. 

All we ask is a list of your responsible residence customers—the names of people who use 
electricity in their homes and to whom we can sell our machine. That’s all—justthenames. We will 
sell the machines; you will make money furnishing the current to run them. 

And your customers will be satisfied. They will tell their neighbors how pleased they are 
with this great time- and labor-saver. They will sing the praises of Electricity. And that means 
more customers; more bills and higher bills. And all it costs you is an hour of your clerk’s time 
making out the list. Will you do it? Will you let us sell the machines? Or, if you are still skep- 
tical, will you let us send a list of other Central Station Managers who have found the ‘*1900”’ 
Washer a business getter? Is it too much to gamble a postage stamp on the man who sold over 
80 machines in Scranton, Pa? Write today for our complete proposition. 


The “1900” Washer Company 


BINGHAMTON, N. Y. 
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ELLING 


It would be absurd to try to induce a small merchant to 
light his store with a dozen arc lights. It would be equally 
absurd to let him go altogether because he was a small 
customer. 

Same thing is true of SIGNS. Get down to hard think- 
ing and fit the sign to the size of the customer. 














Now here is a small sign for a small merchant. A sign like this burns 22.5 kwh. per month, when 
burning five hours per night. It is interchangeable and everlasting. 


It is worth your while to sell these signs 


They cost but $25. net Write for bulletin No, 121 


Electric Motor & Equipment Co., Newark, N. J. 

















Some of the Largest Buildings in New York 
are now Renewing their Contracts with us 
for Germania Lamps for this year 2 J 











& 


@ We refer to our regular line of Germania In- 
candescents. The greater part of our growing 
factory in Newark is devoted to the manufacture 
of the well-known Germania. It has again and 
again proved itself the lamp for service. It is the 
lamp that makes the renewal orders certain. 
@, We are the oldest Independent Lamp Company 
and maintain independent prices. This explains 
why we are able to make our lamps a little better 
in quality, a little lower in price. sss 


GERMANIA 220. 0GDENSt 


NEWARK 


i ELECTRIC new sersey 
d LAMP CO. igens wanes 


The Germania Reflector 
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I Doubled My Sign Business Last | 


a Boston 
While other sign companies.are laying off men 
] am now running my factory both night and day 
Lamps : 


Are Sold On Trial : 

















NNMANCH 
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Send at Once for Our 
It’s all due to my recent sign proposition to electric light Trial Proposition 


{ 
' companies. i 
Let me develop the sign business in your territory. 
1 know how to sell signs as well as to make them. Seam 
I will build up your night load for you. 
Simply send me a list of your cystomers who ought to 
have electric signs. 


{ 

i 

' 

No expense or trouble to you. | will sell them direct. Boston | 


Address me personally. 


J. L. RUSSELL Incandescent Lamp Co. 
AMERICAN ELECTRIC SIGN CO. 


epee: 7 


: Danvers, Mass. 
41 High St., Boston, Mass. 


eee eee 
{$1,000,00 


Get Worth of Ideas 


a 
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Your Will be Given Away at the 
Share Commercial Day | 
of the N. E. L. A. Convention | 
| Chicago | 


May 19-20-21-22 
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Do You Sell The Juice? 














OU central station men who are selling 

the same amount of current each year, 

even though it is a large quantity, are 
not advancing any. To have a greater con- 
sumption of electricity year after year re- 
quires new ideas properly executed. Perhaps 
you have the right idea. If so, SELLING 
ELECTRICITY will show you how to carry it 
out. Perhaps you need ideas. If so, you need 
this magazine, filled with the best ideas of 
the most successful business getters of the 
central station field. And not only are the 
ideas there, but experienced men tell how to 


work them out successfully. It costs but 
one dollar per year. 





TEAR OFF ON THIS LINE. 





FRANK B. RAE, Jr. 


Publisher 
74 CORTLANDT ST., NEW YORK 


Dear Sir :— 


Find pinned to this coupon one-dollar bill for which send me ‘Selling Electricity’ 
one year from date. 


Signature ... 
Address..... 


City or Town... 


Company .......... 
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Mr. Central Station Man: 





Your townsmen look to you to post them 
on ‘“‘what’s what” and ‘‘who’s who” in this game of 
“selling electricity.” It was through you they first 
knew of desk fans. You introduced them to the 
flat iron; you showed them their shops could be 
motor driven. They are depending on you, but you 
are ‘falling down” either through laziness or lack 


of information, for you haven't told them of Vari- 
able Speed Single Phase drive. 














Man, don’t you realize this is revolutionizing 
the proposition of ‘‘Selling Juice?” Don’t you 
understand that you can now get in on business 
where before you had to say ‘‘nothing doing?” 

Don’t you know the Wagner Single Phase 
Variable Speed Motor with Auto-transformer con- 
trol is superior to the direct current motor? Keep 


up with the procession. Let us post you. — 








BULLETIN No. 76-M. 











Wagner Electric Mfg. Company 
St. Louis, Mo., U.S. A.., 
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— 
PUBLIC OPINION 


Some lighting Companies are justly the victims 
of unfavorable public opinion. Many more are 
victims of misapprehension on the part of the 
public--where ignorance and politics have com- 
bined to work against things as they are. 














T is necessary to tell your story if you 
are to stand well with the public. The 
Publicity League was formed to show 

the public that the best interests of the 

Member Companies and cities in which 

they operate are identical--to show that 

the advancement of one means advance- 
ment for the other--to show some of the 
obstacles that must be overcome before 
good service can be rendered--to show 
what electricity means to a city--to show 
that progress means light and power--to 
show the dangers of darkness--to show 
what electricity has done to make the 
world a livable place. 





The plan of the Publicity League provides that you pay only for what 
you get--and you don’t pay much for that. If you want to know 
what membership in the Pud/icity League will do«for you, send for 
an application blank. 













THE PUBLICITY LEAGUE 


5 BEEKMAN STREET NEW YORK 
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little over 15%vears ago we introduced the art of moulding and de- 
A signing of art glass domes and shades from opalescent glasses. 

Since that time the art glass business has grown to remarkable size, 
but through all thése years we have kept a little ahead of others, and 
today our business is the largest of its kind as well as the oldest in the 
country. 








Largest 
Line In 
City At 

46 

Park Place 








Get 
Our 
Prices 


And 
Catalogue 























E offer a line of domes and portable shades that are unsurpassed 
W.. point of beauty, price and design. These goods are the kind 

that sell themselves. Their exceptional beauty of color and de- 
sign will create the desire of possession in the heart of every woman who 
sees them. Put them in the display room or the office of your lighting 
company. They afe sure to attract favorable attention. 











Central station men and jobbers are especially 
invited to visit our new store, 46 Park Place, 
New York City, and examine our extensive 


line of distinct creations in shades. 


Unique Art Glass and Metal Co. 


46 Park Place, New York City 
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The 


Customer’s 
Test. 


Your house customer judges elec- 
tric heating in general by the be- 
haviour of the particular utensil 
you let hertry. It is that first test 
that counts. Failure breeds a prej- 
udice that it takes much to over- 
come. Success makes a ‘day load”’ 
customer who will use more and 
more current as she finds new ad- 
vantages in electric heating and 
cooking. a ae a ae 
For years Simplex Electric House- 
hold Irons have stood that “cus- 
tomer’s test’? with such special 
success, that today Simplex Qual- 
ity is recognized as the standard 
of the market. he oe ae 
In our exhibit at the N. E. L. A. 
Convention you will find a com- 
plete display of Electric Irons, 
Cooking Appliances and Electric 
Heated Conveniences for the house 
customer, that we trust you will 
examine. ee ae Oe ee 


SHREXTLECRIHEAINGS 


CAMBRIDGE, MASS. 
CHICAGO OFFICE : 


MONADNOCK BLOCK 
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ELECTRIC fone 


NOVELTIES 
Catalog of 200 Free If it’s Electric we have it. Big Catalog 4c 
OHIO ELECTRIC WORKS, Cleveland, Ohio 


The World’s Headquarters for Dynamos, Motors, Fans, Toys, 
Batteries, Belts, Bells, Lamps, Books. 


We Undersell All Want Agents 














No. 40 


Ward 
Doublejoint 
Portable 


McLeod, Ward & Co. 
25 Thames Street, New York City 








FILL OUT THE COUPON ON 
PAGE 98 OR 136 








Central Station Managers 
and Contract Agents 


will do well to consider the future. When 
starting a sign campaign it.is, perhaps, easier 
to place a number of cheap signs. They look 
as well as the higher priced ones when first 
received, but the good looks are not perma- 
nent. Get the best! 

Haller Electric Signs are the best. 


HALLER SIGN WORKS 


(Inc.) 
319-320 Clinton St., South, Chicago, Ills. 
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Arrangements have been completed whereby 





The C. W. Lee Company 


will publish at the next National Electric Light 
Association Convention at Chicago, and 19 
to 22, the second annual 








Convention Daily 


Issued with the endorsement of the Executive Com., N.E.L.A. 


The Convention Daily of last year was one of the notable features 
of the Convention at Washington. This year’s Daily will far 
overshadow the previous issue both in size and scope. It will be 
published in time for distribution before the opening of each of 
the four days’ sessions. Each number will consist of 48 pages, 
with cover printed in several colors. Full reports of preceding 
day’s events will be published, with official announcements, news 
items, abstracts of papers, etc. Our own special photographer 
will be on the ground. : 3 : “ 


MANUFACTURERS DESIRING TO BE REP- 
RESENTED IN THE ADVERTISING PAGES 
OF THE CONVENTION DAILY SHOULD 
RESERVE SPACE AT ONCE TO SECURE 
THE MOST DESIRABLE LOCATIONS. 


The C. W. Lee Company 


WEST STREET BUILDING, NEW YORK 
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HOW TO ADVERTISE 

A RETAIL STORE 

BY ALBERT E. EDGAR 
== TEACHES 


How to lay out advertising copy, 








How much space to use, 
How to design an attractive space-saving name-plate, 
What a headline should accomplish, 
How to get and use proper illustrations, 
How to write your advertising introductory, 
How to describe an article so as to make sales, 
What style and method of pricing you need, 
The preparation of effective, free advertising, 
How to find and properly use selling points, 
The making of store papers, booklets, leaflets, folders, advertising letters, and 
mailing cards, 
The organization of a follow-up system, 
The uses of calendars, blotters, post-cards, advertising fiovelties, package en- 
closures, and hand-bills, 
Proper methods of window advertising, 
Correct outdoor advertising, 
Spring, fall and other openings advertising, 
Two-hundred-tifty selling helps, guessing and voting contests, drawings, schemes 
to attract boys and girls, premium schemes, 
The sensible advertising of special sales and clearance sales, 
The uses of leaders and bargains, 
Many novel sales plans, 
The promotion of business in a number of specific retail lines—this department 
alone occupies about 100 pages, 
Mail order advertising and general advertising, 
Points about type, borders, ornaments, and cuts, 
Nearly 20 pages of practical and helpful hints on how to lay out advertising copy, 
How to read proot and technical terms. 


How this is done is demonstrated by the use of 


641 ILLUSTRATIONS AS MODELS 


Showing how all these things are accomplished by the highly paid ad managers 
and the cross-roads storekeepers 


Price $3.50 Postpaid—on a money-back basis 


THE OUTING PRESS, DEPOSIT, NEW YORK, U. S. A. 
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ALL SIZES 
DESIGNS 
AND PRICES 
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- LOOK OUR 
CATALOGUE 

> THROUGH 
IT IS FREE 











IDER 


The Sales of Other Central Stations 
and You'll See That You Need 


MILLER 
PORTABLES 


Put them in your display room now. 








Every day you are without them, may 


mean a customer missed. 





LAMPS 


that are attractive, beautiful and har- 
monious; lamps that will enhance the 
decorations of any room; lamps whose 
uniqueness and originality of design and 
perfect finish make them the most com- 
pelling models for any central station 
display room. 





Edward Miller & 
Company 


MERIDEN, CONNECTICUT 
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The Cleveland Gas and Electric Fixture Co., Conneaut, Ohio 


CONNEAUT @ TUNGSTEN 


LUMINIERS 


strict accord with the principles of Illuminating Engineering to give the 
maximum of lighting efficiency. Conneaut Tungsten Luminiers are supplied 
complete with lamps and reflectors—Tungsten Lamps, manufactured by National 
Association Companies—Holophane Reflectors especially selected to give the best 
possible distribution of light. This combination, used in connection with fixtures 
scientifically designed to produce definite illumination results, makes these Lumin- 
iers the most efficient units available for interior lighting. 
Conneaut Tungsten Luminiers mark the very highest development of fixture de- 


sign: they constitute units which no other manufacturer of fixtures has been able 
to supply. 


QL ssiec scan TUNGSTEN LUMINIERS are illumination units, designed in 


Write for Bulletin on Luminiers, many styles 
and sizes for all classes of interiors 


The Cleveland Gas and Electric Fixture 
CONNEAUT, OHIO Company 
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Craftsmen in Art and Science 
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Fort Wayne 
F ans Give 


Satisfaction 


ye commercial man in a central station knows what that means— 
it means you never hear of a Fort Wayne fan after it is sold. It 
means that the fan is in service to stay: that it is buzzing merrily every 
time the thermometer goes up: that it is using up its allotted number 
of kwh. 

Take this Suspended Revolving Fan, for example. It fills one of 
those “‘long felt wants’’ which exist everywhere. There are other 
schemes of varying the currents of air which are said to be ‘‘just as 


good’’ but we don’t know of any that gives satisfaction. 





The best way to learn all about this unique and attractive unit is to 
get one. Hang it in your own office. Try it out. You'll find it a big 
seller. Bulletin 1105 for details. 


Fort Wayne Electric Works 


‘*Wood’’ Systems 


FORT WAYNE, INDIANA 
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@_Did the money panic sting you too? 


@Of course like others you are still 
smarting from the effects of the strin- 
gency. It would be hard work to talk 


District Steam Heating 


to anyone just now. 


@_But--those companies which sup- 
plied steam last winter didn’t know 
much about the panic. “Vheir earnings 
in the steam heating department were 
not curtailed. People had to have 
heat. “hose companies actually in- 


creased their earnings. 
@ How? 


@_By compelling isolated plants to take 
light, heat and power of them. 


@_ District Steam Heating is more 
profitable per mile of system, more 
staple in good times and bad, and re- 
quires Jess investment per dollar of in- 
come than gas, electricity or water. 
‘The income per building from heat 
is more than the combined income 


from gas, electricity and water. 








American 
District Steam 
Company 


Main Offices, Lockport, N.Y. 


Western offices, Monadnock Building 
Chicago, Ill. Canadian offices, 77 
York Street, Toronto. 


’ 


‘*Selling Electricity.’ 























